
HARDWARE WARFARE

A thought leadership seminar
from Harrison Consulting

and Category Partners

Facing a volatile market, the opportunity and 
challenge of corporate competition, and the 

threat to suppliers’ bottom line
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Market definition
True shopper insight
Category development

Woolworths likely strategy
Bunnings’ likely reaction
Role of the independents

Key account management
Sales force efficiency
Your own readiness audit

MAP  - STRATEGY ςWEAPONRY
How many of these have your management team got covered?
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Focusing on:
Hardware, Home Improvement

and Lifestyle markets
($40bn and rising)

Theme:
Hardware Warfare; are supplier 

margins destined to become 
collateral damage?

Targeting suppliers:
Managing Directors, GMs,
National Sales, Marketing
and Channel Managers



Category Partners Seminar August 26th and 27 th 
Managing Directors & GMs, National Sales & Marketing,  

and Channel Business Managers 
 

The  Hardware Challenge 

The coming turf war between our corporate behemoths will not be fought exclusively 
around supply chain efficiencies and overseas buying power, despite the media attention 
being paid to these aspects.  The intensity of in-store competition which is about to be 
unleashed has never been experienced in hardware, and it is hard to see how supplier 
margins can avoid becoming collateral damage. 
 
Are your sales and management team standing on the sidelines, mesmerised by the 
claims and counter claims?  Or are they anticipating and modelling the likely action-
reaction between the ñbig twoò, and looking beyond their immediate customer, to build true 
shopper insight? 
 

 
The Senior Management Response 

At a senior management seminar in Melbourne on August 26th and 27th, Harrison 
Consulting and Category Partners will provide a platform for suppliers to respond positively 
to these important changes.  The agenda will include: 
 

¶ retailer strategy scenarios  

¶ collateral damage and other implications 

¶ conducting your own ñreadiness auditò 

¶ four phase category management, 2010 style 

¶ 360° of customer, consumer and shopper insight 

¶ guest speaker inputs on targeted topics 

¶ point-of-purchase drivers and ñpath to purchaseò 

¶ why ñno clean dataò is no defence 

¶ maintaining account profitability 

¶ sales productivity and effectiveness 
 

Seminar Outcomes 

By joining us for this seminar, you will gain: 
 

¶ improved frameworks to manage performance in sales and account management 

¶ the means to respond positively to changes occurring in the hardware supply chain 

¶ proven planning and productivity tools for key account and sales management 

¶ a new streamlined approach to category management for hardware 

¶ valuable benchmark data from a cross-section of category leading companies 

¶ the means and processes to build a culture of sales performance and competence 

¶ an improved business model for the current hardware environment 

 

Self-Audit of Your Company®s Readiness 

Please visit www.harrisonconsulting.com.au to download your free audit checklist, and 

follow the CATEGORY PARTNERS links.  When you sign up for the seminar or register for 

a premium membership, you will be able to download a fully functional Excel spreadsheet 

equipped with comprehensive drop down cell comments and thought provoking questions.

http://www.harrisonconsulting.com.au/


About Category Partners 

 

 

 

 

 

 

 

 

 

 

 

 

Together, Clive and Steve bring over half a Century of experience in Management, 
Consulting and Training.  We have worked with around 200 companies and have trained 
over 5000 people, with particularly strong Hardware Industry expertise, including in-house 
assignments with suppliers such as Dulux, Selleys, Cabots, Stanley, Lockwood, Makita, 
Proline, Black & Decker, Porta Mouldings, and with Retailers such as BBC Hardware, 
Natbuild and Bunnings.  Our Australian Grocery industry expertise is equally strong. 

 

How to Register 

1 Visit our web site to register on line:  www.harrisonconsulting.com.au 

2 Email the attached registration form to:  clive@harrisonconsulting.com.au 

3 Call us on the following numbers:   Clive: 0418 387 269 

Steve: 0418 378 420  

 

All major credit cards accepted. Cheques made payable to ñHarrison Consulting Pty Ltdò 

If you require a tax invoice, please let us know. We are prepared to limit category conflict if 

you wish, and we will schedule additional events to accommodate all those who are 

interested. Numbers will be limited for each seminar, so please book in early. 

 

Program Fee 

Category Partners Seminar         $2,500.00 + GST = $2,750.00 

 
Your seminar fee includes lunch, refreshments, and a full set of seminar documentation.  A 
convenient and comfortable Melbourne venue will be advised in due course, and if 
demand is strong, we will repeat the seminar soon in NSW.  Visit our web site for full terms 
and conditions of booking and for up to the minute details as the seminar takes shape.  

Steve Robinson started his Australian sales 
career at the base level of Cash Van Sales, and 
then progressed rapidly through the positions of 
Sales Representative, Field Supervisor, Sales 
Manager, Regional Sales Manager and National 
Trade Marketing Manager. 
 
In a challenging decade in Grocery, Steve held 
National Sales and General Management 
positions in many important Categories.  He 
experienced first-hand the leadership position 
taken by Food Retailers in National Buying and 
Category Management, and developed responses 
to improve profitability, and to protect shareholder 
value. 
 
Steve firmly believes that these leading edge 
approaches are benchmarks for future best 
practice in Hardware. With fewer customers 
accounting for a larger slice of revenue, the 
effective selection, training and management of 
personnel is crucial to overall performance. 

Clive Harrison has a Masters degree from 
Oxford, and an MBA from Manchester Business 
School.  His early experience was in Sales and 
Brand Management in Pharmaceuticals, and he 
joined a leading London consulting firm in 1979, 
covering clients in all industry sectors. 
 
After three years consulting in the UK and Europe, 
Clive moved to Singapore as Regional Director, 
assisting clients throughout Asia Pacific and 
Australasia. He moved to Melbourne In the late 
80's, and formed Harrison Consulting in 1990. 
 
During the nineties, Clive worked with many of 
Australia's leading Grocery and Consumer Goods 
Companies, assisting them to lift performance and 
productivity in Sales, Key Account Management 
and Marketing.  He conducts assignments and 
seminars on behalf of The Australian Institute of 
Management, covering Key Account Management, 
Negotiation and Management, and is the author of 
various articles on Category Management. 

http://www.harrisonconsulting.com.au/
mailto:clive@harrisonconsulting.com.au

